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Advertising 


“Ad Techniques’’—Do Your Ads Mean 
What They Say and Say What They 
Mean?, Murray Raphel (July, p. 68). 
“Ad Techniques’’—Gonna Sit Right 
Right Down and Write Myself a Letter, 
Murray Raphel (June, p. 48). 


“Ad Techniques”"’—How Banks Default 
on Loan Ads, Barry Biederman (October, 
p. 68). 

“A@ Techniques’"’"—How To Play the 
Game “‘Association’’—and Win, Murray 
Raphel (May, p. 50). 

“Ad Techniques’’—Ireland: A Mar- 
keter’s ‘Dream Come True, Murray 
Raphel (February, p. 37). 

“Ad Techniques’—Making Your Ad 
(and Product) Stand Out, Murray Raphel 
(March, p. 41). 


“Ad Techniques’"’"—My Bank? Why It’s 
Uh...I Think...Hmmmm..., Murray 
Raphel (September, p. 80). 

“Ad Techniques;;—The Story of a 
Bank's Miniature Walking Billboards, 
Murray Raphel, (December, p. 38). 


“Ad Techniques’’—Watch Out for 
Linguistic Traps, Murray Raphel 
(January, p. 38). 

“Ad Techniques”"—Ways To Show ‘I'm 
OK; You're OK’, Murray Raphel (August, 
p. 56). 

“Ad Techniques’’—We're the Bank 
That Cares About You, Murray Raphel 
(November, p. 62). 

Gazing into the Crystal Ball—What’s in 
Store for Bank Ads?, Jeffrey M. 
Westergren (September, p. 42). 


Getting the Most from Your Direct 
Response Advertising, Robert J. 
Grossman (June, p. 14). 

Lobby Advertising—Some New Perspec- 
tives, Donald G. Hooper and Brian L. Man- 
waring (May, p. 34). 

When the Touch Is On for Freebie Ads, 
Play the Godfather Game, John M. 
Clarke (May, p. 28). 


Affluent Market 

Breaking New Ground with Credit Needs 
of the Affluent, Thomas J. Kelleher, III 
(June, p. 26). 

An Upscale Strategy for Community 
Banks, Edward R. Wolfe (October, p. 56). 


Anniversaries 


Publicize! Tantalize! Maximize! The 
Three Keys to Celebrating a Birthday, 
Ann L. Narcisian (November, p. 32). 


Automobile Loans 

“Industry Perspective’’—Consumer 
Education, New Bank Laws Will Win 
‘Car Wars, David Cohen (December, p. 4). 


Marine Midland in the Driver’s Seat 
with Auto Financing, Robert R. Reich 
(May, p. 16). 
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“Marketing News’’—'‘G.O.’ing With 
Chase Lincoln Makes Auto Loans Lease- 
Like (August, p. 50). 


Banking Structure 


“ABA Perspective”’—Eight Recommen- 
dations for Promoting Safety and 
Soundness, George Cleland (July, p. 6) 


Business Development 


“Community Bank Strategies”—Pros- 
pecting for Leads? Consider Joining 
Civic Groups, Jack Retterer (June, p. 6). 


Certificates of Deposit 
Doin’ the Super Bowl CD Shuffle, Kevin 
B. Tynan (April, p. 26) 


“Marketing News’’—Fed Keeping CD 
Penalties (February, p. 46). 


Check Truncations 

“Marketing News’’—Check Truncation 
Paves Way for Service Package (August. 
p. 50). 

Checking Accounts 

‘Guaranteed Performance’—NBD Pro- 
gram Flies at 15,000, John J. Owens 
(July, p. 12). 

Community Relations 

How D.C. Bank Scored by Sponsoring 
Tennis Tourney, Marcia D. Gallagher 
(January, p. 20) 

“Marketing News’’—First Georgia 
Rewards High SATs with Cash 
(September, p. 92). 

Strategic Fun at Manny Hanny, Char!es 
H. McCabe, Jr. (October, p. 38). 


Competition 


“Community Bank Strategies’’"—Com- 
munity Banks CAN Compete—Using 
‘Awesome’ Service, Jack W. Whittle 
(August, p. 6). 

Computers 

Just Call Your Computer.‘007’, Carolyn 
Vella and John J. McGonagle, Jr. (June, 
p. 36) 


Consumer Behavior 

“Industry Perspective’’—Customer 
Sensitivity—The Challenge that Can't 
Be Ignored, Donald G. Ogilvie (November, 
p. 8). 

Consumerism 

“Marketing News’’—Consumer Strides 
being Made: Stevens (January, p. 48). 
Contributors 

“Marketing News’’—Texas/AM Airs 
‘Loan Star’ (March, p. 44). 

Credit Cards 

“Marketing News’’—1st Source Offers 
Health Care Card (January, p. 48). 


“Marketing News’’—Customers Would 
Pay for Services (January, p. 48). 


“Marketing News”’—Cut-Rate Card Pro- 
gram Targets RV Users (February, p. 46). 
“Marketing News’’—Discover Users 
See Credit as Most Attractive (February, 
p. 46). 

Customer Incentives 

“Marketing News’’—$100,000 ‘Give- 


away’ Increases Loans by 30% (October, 
p. 70). 

Customer Relations 

“ABA Perspective’’—Customer Service 
Is Where the Action Is, Janice G. Greif 
(March, p. 6). 

Back-to-Basics Approach Pushes Ser- 
vice Excellence at the Dime, Arthur J. 
Bassin and Theodore D. Apking 
(November, p. 50). 

“Community Bank Strategies""—Keep 
the Focus on Building Customer Rela- 
tionships, Cass Bettinger (March, p. 8). 

“Marketing News’’—Info Center Offers 
Quick Answers, Gets Big Business 
(January, p. 48). 

“Marketing News’’—Personal Touch 
Pays, Says Client of 65 Years (April, 
p. 48). 

Service Ideas You Can Steal, Jeffrey R. 
Weisman (September, p.14). 


Debit Cards 


Why the Debit Card Makes Sense, Robert 
M. Shirilla (April, p. 16). 


Delivery Systems 

Evaluating Electronic Delivery—Cutting 
Costs, Adding Convenience, Charles S. 
Forbes (September, p. 48). 

Service Delivery: A Key Ingredient in 
Financial Marketing, Lynn Oppenheim, 
Karen McKell Calby and Kathryn Jonas 
(October, p. 50). 


Direct Mail 


“Marketing News’’—Direct Mailer 
Brings in Home Loans in Conn. (March, 
p. 44). 


Direct Marketing 


“Community Bank Strategies’"—How 
One Community Bank Fights Back with 
Direct Marketing, Marvin Schwartz (July, 
p. 8). 

Directories 

1986 Directory of Bank Marketing Ser- 
vices (July, p. 31). 

EFTS 


It’s Time to Quit Talking About 
EFT/POS, Thomas E. Sammon (March, 
p. 26). 


Employee Advertising 


‘“‘Marketing News’’—‘Live’  Bill- 
boards Push Sun Bank’s Hotline 
(September, p. 92). 
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Murray Raphel (June, p. 48). 


“Ad Techniques”"’—How Banks Default 
on Loan Ads, Barry Biederman (October, 
p. 68). 

“A@ Techniques’"’"—How To Play the 
Game “‘Association’’—and Win, Murray 
Raphel (May, p. 50). 

“Ad Techniques’’—Ireland: A Mar- 
keter’s ‘Dream Come True, Murray 
Raphel (February, p. 37). 

“Ad Techniques’—Making Your Ad 
(and Product) Stand Out, Murray Raphel 
(March, p. 41). 


“Ad Techniques’"’"—My Bank? Why It’s 
Uh...I Think...Hmmmm..., Murray 
Raphel (September, p. 80). 

“Ad Techniques;;—The Story of a 
Bank's Miniature Walking Billboards, 
Murray Raphel, (December, p. 38). 


“Ad Techniques’’—Watch Out for 
Linguistic Traps, Murray Raphel 
(January, p. 38). 

“Ad Techniques”"—Ways To Show ‘I'm 
OK; You're OK’, Murray Raphel (August, 
p. 56). 

“Ad Techniques’’—We're the Bank 
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(November, p. 62). 

Gazing into the Crystal Ball—What’s in 
Store for Bank Ads?, Jeffrey M. 
Westergren (September, p. 42). 


Getting the Most from Your Direct 
Response Advertising, Robert J. 
Grossman (June, p. 14). 

Lobby Advertising—Some New Perspec- 
tives, Donald G. Hooper and Brian L. Man- 
waring (May, p. 34). 

When the Touch Is On for Freebie Ads, 
Play the Godfather Game, John M. 
Clarke (May, p. 28). 


Affluent Market 

Breaking New Ground with Credit Needs 
of the Affluent, Thomas J. Kelleher, III 
(June, p. 26). 

An Upscale Strategy for Community 
Banks, Edward R. Wolfe (October, p. 56). 


Anniversaries 


Publicize! Tantalize! Maximize! The 
Three Keys to Celebrating a Birthday, 
Ann L. Narcisian (November, p. 32). 


Automobile Loans 

“Industry Perspective’’—Consumer 
Education, New Bank Laws Will Win 
‘Car Wars, David Cohen (December, p. 4). 


Marine Midland in the Driver’s Seat 
with Auto Financing, Robert R. Reich 
(May, p. 16). 
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“Marketing News’’—'‘G.O.’ing With 
Chase Lincoln Makes Auto Loans Lease- 
Like (August, p. 50). 


Banking Structure 


“ABA Perspective”’—Eight Recommen- 
dations for Promoting Safety and 
Soundness, George Cleland (July, p. 6) 


Business Development 


“Community Bank Strategies”—Pros- 
pecting for Leads? Consider Joining 
Civic Groups, Jack Retterer (June, p. 6). 


Certificates of Deposit 
Doin’ the Super Bowl CD Shuffle, Kevin 
B. Tynan (April, p. 26) 


“Marketing News’’—Fed Keeping CD 
Penalties (February, p. 46). 


Check Truncations 

“Marketing News’’—Check Truncation 
Paves Way for Service Package (August. 
p. 50). 

Checking Accounts 

‘Guaranteed Performance’—NBD Pro- 
gram Flies at 15,000, John J. Owens 
(July, p. 12). 

Community Relations 

How D.C. Bank Scored by Sponsoring 
Tennis Tourney, Marcia D. Gallagher 
(January, p. 20) 

“Marketing News’’—First Georgia 
Rewards High SATs with Cash 
(September, p. 92). 

Strategic Fun at Manny Hanny, Char!es 
H. McCabe, Jr. (October, p. 38). 


Competition 


“Community Bank Strategies’’"—Com- 
munity Banks CAN Compete—Using 
‘Awesome’ Service, Jack W. Whittle 
(August, p. 6). 

Computers 

Just Call Your Computer.‘007’, Carolyn 
Vella and John J. McGonagle, Jr. (June, 
p. 36) 


Consumer Behavior 

“Industry Perspective’’—Customer 
Sensitivity—The Challenge that Can't 
Be Ignored, Donald G. Ogilvie (November, 
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Consumerism 

“Marketing News’’—Consumer Strides 
being Made: Stevens (January, p. 48). 
Contributors 

“Marketing News’’—Texas/AM Airs 
‘Loan Star’ (March, p. 44). 

Credit Cards 
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Health Care Card (January, p. 48). 
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Pay for Services (January, p. 48). 


“Marketing News”’—Cut-Rate Card Pro- 
gram Targets RV Users (February, p. 46). 
“Marketing News’’—Discover Users 
See Credit as Most Attractive (February, 
p. 46). 

Customer Incentives 

“Marketing News’’—$100,000 ‘Give- 


away’ Increases Loans by 30% (October, 
p. 70). 

Customer Relations 

“ABA Perspective’’—Customer Service 
Is Where the Action Is, Janice G. Greif 
(March, p. 6). 

Back-to-Basics Approach Pushes Ser- 
vice Excellence at the Dime, Arthur J. 
Bassin and Theodore D. Apking 
(November, p. 50). 

“Community Bank Strategies""—Keep 
the Focus on Building Customer Rela- 
tionships, Cass Bettinger (March, p. 8). 

“Marketing News’’—Info Center Offers 
Quick Answers, Gets Big Business 
(January, p. 48). 

“Marketing News’’—Personal Touch 
Pays, Says Client of 65 Years (April, 
p. 48). 

Service Ideas You Can Steal, Jeffrey R. 
Weisman (September, p.14). 


Debit Cards 


Why the Debit Card Makes Sense, Robert 
M. Shirilla (April, p. 16). 


Delivery Systems 

Evaluating Electronic Delivery—Cutting 
Costs, Adding Convenience, Charles S. 
Forbes (September, p. 48). 

Service Delivery: A Key Ingredient in 
Financial Marketing, Lynn Oppenheim, 
Karen McKell Calby and Kathryn Jonas 
(October, p. 50). 


Direct Mail 


“Marketing News’’—Direct Mailer 
Brings in Home Loans in Conn. (March, 
p. 44). 


Direct Marketing 


“Community Bank Strategies’"—How 
One Community Bank Fights Back with 
Direct Marketing, Marvin Schwartz (July, 
p. 8). 

Directories 

1986 Directory of Bank Marketing Ser- 
vices (July, p. 31). 

EFTS 


It’s Time to Quit Talking About 
EFT/POS, Thomas E. Sammon (March, 
p. 26). 


Employee Advertising 


‘“‘Marketing News’’—‘Live’  Bill- 
boards Push Sun Bank’s Hotline 
(September, p. 92). 
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Employee Communications 

A True Sales Bank Feeds On Good Inter- 
nal Communication, Mary E. Murray 
(July, p. 22). 

Is Your PR Process Due for a Checkup?, 
Karen K. Holliday (May, p. 22). 


Employee Incentives 

‘“‘Marketing News’’—Friendly Em- 
ployees in lowa Win Cups of $$$ (July, 
p. 78). 

Financial Planning 

Personal Financial P.anning Is Not Just 


a Product, Michael T. Higgins (March, 
p. 32). 


Focus Groups 


Focus Groups Reduce Innovation Risks, 
William H. Bortree (November, p. 18). 


Golden Coin Awards 


Royal Bank of Canada Captures Golden 
Coin Award (November, p. 46). 


Individual Retirement Accounts 

“Ad Techniques’’—Playing the IRA 
Game, Barry E. Biederman (April, p. 38). 
“Community Bank Strategies’’—Six 
Steps to a Productive IRA Season, Biff 
Motley (January, p. 6). 


Insurance 

“ABA Perspective’’—The Need For 
Insurance Powers, Janice Grief (January, 
p. 4). 

Banks/Insurance: Is There a Greener 
Side?, Alan C. Hahn (February, p. 14). 


Interstate Banking 

A Buyer’s Perspective: Michigan's First 
of America Combats Non-Bank Competi- 
tion With Partnerships’, William F. 
Smith (September, p. 56). 

Onslaught or Ambush, Arizonas are 
Battle-Ready, Sandra G. Carcione 
(September, p. 68). 

Lifeline Banking 

“Community Bank Strategies‘Seven 
Major Mistakes Banks Make on No-Frills 
Checking, Douglas R. Hanks (February, 
p. 8). 

Discount Banking at Security Pacific, 


Frank Sperling and Henry Janiszewski 
(April, p. 34). 


Lobby Displays 

Retail-Style Lobby Signs Big Hit in 
Spokane, Wash. (October, p. 70). 
Management 

Shakeout for Bank Managers: New Sur- 
vival Skills, Michael T. Higgins (February, 
p. 30). 

Market Research 


As Research ‘Comes of Age’ Tools and 
Techniques Abound, D. James Flagg 
(September, p. 50). 


J E 


When ‘Gut Feel’ Is Not Enough, Debra K. 
Johnson (August, p. 30). 

With Lifestyle Segmentation, Banks See 
Customers Clearly, Morris E. Ruddick 
(December, p. 26). 

Marketing 

*80 Marketers Face the Dawning of the 
Era of Performance Marketing, Leonard 
L. Berry (September, p. 38). 

“ABA Perspective”’—Role of Marketing 
Can Be ‘Far Reaching’, James Cairns 
(February, p. 6). 

Community Bank CEOs Speak Out on 
Marketing (October, p. 20). 

Despite Lures, Honolulu Convention 
Sticks to Business (January, p. 28). 

A High Touch Path Back to the Future, 
James M. Alderden (September, p. 74). 


John Russell: A High Tech ‘Renaissance 
Man’, James Rubenstein (July, p. 16). 


‘“‘Marketing News’’—CEOs Rank 
Strategic Marketing as No. 1 Priority 
(March, p. 44). 

Whcre Does Marketing Emerge a Hero?, 
Edward Michelson (January, p. 29). 
Your BMA Chapter—Marketing Help 
That's Close to Home, Charlotte Flanagan 
(February, p. 34). 


Mergers & Acquisitions 


Measuring Merger Fallout—How 
Marketers Feel the Heat, Barry I. Deutsch 
(September, p. 32). 


Officer Call Programs 


“Community Bank Strategies’"’"—How 
to Get a Calling Program Started the 
Easy Way, Justin L. Moran (April, p. 8). 
“Marketing News’’—Officer Call Effort 
Soars in First of Wichita Program (June, 
p. 54). 

Strategies for Officer Call Productivity, 
John M. Gwin (August, p. 22). 


Personal Banking 


High Net Worth Strategy at Bankers 
Trust, Sandra G. Carcione (August, p. 18) 


Private Banking Broadens Relationships 
with Affluent Customers, Daniel H. 
Chapman (November, p. 26). 
Point-of-Sale Systems 

‘“‘Marketing News’'--POS Benefits 
Retailers Most, Florida Consumers Say 
(May, p. 52). 

Product Development 


New Directions in Product Development, 
Michael R. Bowers and Everett S. Wallace, 
Jr. (April, p. 22). 


Product Knowledge 

‘“‘Marketing News’’—‘SuperKnow’' 
Game Tests Staff Savvy on Products 
(July, p. 78). 

Product Management 


From Soap to Loans—Packaged Goods 
Style, Michael J. Major (July, p. 64). 


c T 


A Guide to Making Product Management 
Work for Your Bank, David Wixon (May, 
p. 36). 

Public Opinion of Banking 

Declining Public Confidence—How to 
Defuse It, Morris E. Ruddick (March, 
p. 16). 

‘Industry Perspective:’’ 


Recall—Keeping Customers Foremost in 
Mind, Gecrge Cleland (October, p. 6). 


Radio Advertising 


Getting Right Pitch on Radio Spots, Gary 
Zenker (February, p. 18). 
Radio Advertising—Are You Tuned In to 


the Right Station?, Gary Zenker 
(January, p. 14). 


Retail Banking 

“Community Bank Strategies’’—Shift- 
ing Gears on ‘86 Retail Approaches, 
Gary H. Raddon (May, p. 8). 


Sales 

Ex-IBM Marketing Exec Gives Banks 
Sales Advice, Sandra G. Carcione (June 
p. 53). 

A Group Approach to Building Re- 
lationship, Thomas A. Bracken 
(September, p. 22). 

“Sales Management Update’’—Sales 
Come By Pinpointing Needs, R.G. 
McHugh (September, p. 12) 


Sales Aids 


‘‘Marketing News’’—Sales-Minded 
BancOhio NB Debuts Catalog (April. 
p. 48) 


Sales Incentives 
How to Energize Your Sales Staff, Bar- 
bara Sanfilippo (October, p. 32). 


“Community Bank Strategies’’— 
Incentive Comp. Works Best With 
Established Guidelines, Cass Bettinger 
(December, p. 6). 


Instant 


Sales Management 


Deeply Rooted Obstacles Must Be 
Overcome To Put New Selling Priori- 
ty Into Effect, Robert B. Caira 
(September, p. 40). 

“Sales Management Update’’—A 
Checklist For a Successful Sales and 
Service Program, Ronald M. Bently 
(August, p.8) 

“Sales Management Update’’— 
Clearing Sales Hurdles: Here Are Key 
Questions, R.G. McHugh (February, 
p. 10). 

“Sales Management Update’’—Eight 
Major Pitfalls of Sales Motivation, Larry 
C. Hempel (May, p. 14) 

“Sales Management Update’’— 
Gathering Competitive Intelligence— 
And Other Obstacles, R.G. McHugh 
(June, p. 10). 


DECEMBER 1986 BANK MARKETING 35 


ow = —* a ge a ee ad 
= fe 
na t ’ P 4 
a 2. 
itn Te x 
ae ta 
Rick San 2 
te, Me . = : 
ale a 5 
a 7 
a, 
eae ; 
Soe 8 : 
os ae tN 
a 
ae ne 
Po pe po S a - : : 
ae pe. + 
ae _ © a 
aes, A - 
aa + ta 
) ai. 3 
; - a os a x 
3 oe 
am a oa 
Pie +a) . 
— og 4 
hs a 
ee 
2) Bs 
Ba aN iv@ Ps 
i | i at 
BY Be } bee 
ae hi. 
nf” ae ie 1 oe 
a 4 4 Sag Lr 
a - 4G. 
om a - 
oe “ ‘ 
my. “F2 rok. : 
"4 et Rat 
ie, [ners a 
oo eis, 
; PS Ser Net 
a Pg a 23 
eee sg: —~ 
a4 ay a 
ee. “ate 
a 4 a a = 
2 aa 
ee 
Po be * / 
Po 6 oe - we ; 
“ie ‘ : 
{By os i 4 : 
Pe ‘nt B= 
see 5 = 
Po Ps . : 
fa ae aoe 
ee — 
he av pee 
par at 
eh be 
ave a 
fi a 
aie be re 
‘anes i om 
ise a * 
= 
ear eae 
eS, 
ee 
hig ae 
ee eee . 
age : 
¥ Rs : 
- 
Fe jw - 
e an fais 
ine \< a 
a oy 
| a ee 
pete =< f 
ieee 
. Pa I Z 
Dap “ 
oy Beis ” ~ rf 
fi il a : 
eres ae * 
age 2 a a 
Ps oe Fy : 
sade a: Sia Fs 
> R Zz 
Maes ,- 
ia = Ph : 
SS ae 
ie a 
——- 
= ae 
ine ae 3 
pom Te da 7 
Bre = ant 
as ee aes 
: a Ce we 48 
se ; , 
ee f . a +3 2 
‘ een eS ng ‘ 
diag z We 
: ee : <8 
4 “y ‘ - K 
* ea $ mw Me 
x = 45 
ee Se os 
oe : “3 
tah ‘ ay 
Pas - 4 ate 
| Po 4 : ‘ - : 
Bo. cee i E a * 
Rope ae Pa 
a ae 
a as AZ 
2 ee * 
ae eee 
i eee SA’ oh 
fin, fy .. 
CO ee 
ees. ae a 
hae tae > a : ba 
ae 
a Rie 
= sexe 3 
* ca Pa: 
ae ae. 


S U B 


“Sales Management Update’’—How 
Does Your Bank Score On This Culture 
Test?, Arthur R. Miller and Robert G. 
Nesbitt (March, p. 10). 

“Sales Management Update’’—Man- 
aging The Retail Sales Effort, Joseph A. 
Adolf (April, p. 10). 

“Sales Management Update’’—Sales 
Phobia: A Roadblock To Success?, Bella 
H. Selan (January, p. 8). 


“Sales Management Update"’—Three 
Steps Toward A Selling Ambience, Lin- 
da W. Bryant (November, p. 14). 


“Sales Management Update’’— 
Training—Underpinning of Successful 
Call Program, J. Terence McCrthy (July, 
p. 10). 

“Sales Management Update’’—Use 
Questioning Skills To Improve 
Customer Communication, R.G. McHugh 
(December, p. 10). 


Sales Promotions 


People’s Account Escalates Savings 
Deposit Stakes in R.I., Sandra L. Drought 
(November, p. 42). 


Sales Training 


‘Sales Management Update;;—Don't 
Reinvent Sales Wheel! Industry Already 


A U 


Adolph, Joseph A., ‘Sales Management 
Update’’—Managing the Retail Sales Effort 
(April, p. 10). 


Alderden, James M., A High Touch Path 
Back To The Future (September, p. 74). 


Apking, Theodore D., and Arthur J. 
Bassin, Back-to-Basics Approach Pushes 
Service Excellence at the Dime (November, 
p. 50). 


Bassin, Arthur J., and Theodore D. Apk- 
ing, Back-to-Basics Approach Pushes Ser- 
vice Excellence at the Dime (November, 
p. 50). 

Bentley, Ronald M., ‘Sales Management 
Update’’—A Checklist for a Successful 
Sales and Service Program (August, p. 8). 


Berry, Leonard L., '80s Marketers Face 
the Dawning of the Era of Performance 
Marketing (September, p. 38). 


Bettinger, Cass, ‘“‘Community Bank 
Strategies’’— Keep the Focus on Building 
Customer Relationships (March, p. 8), In- 
centive Comp. Works Best With Estab- 
lished Guidelines (December, p. 6). 


Biederman, Barry, ‘Ad Techniques'’— 
How Banks Default on Loan Ads (October, 
p. 68), Playing the [RA Game (April, p. 38). 


Bortree, William H., Focus Groups 
Reduce Innovation Risks (November, 
p. 18). 

Bowers, Michael R., and Everett S. 


Wallace, Jr.,New Directions in Product 
Development (April, p. 22). 


J E 


Knows Task, Larry C. Hempel (October, 
p. 14). 


Senior Citizens Market 


“Marketing News"—Madison Fin. Buys 
Seniors Firm (May, p. 52). 


Service Charges 


“Marketing News’’—Sheshunoff Sees 
Higher Service Fees in '86 (June, p. 54). 


Statement of Account 


The ‘Relationship’ Bank Statement: New 
Necessity For Strategic Marketing, 
David R. Butler (January, p. 34). 


Strategic Planning 


“Community Bank Strategies’’—Rate 
Decline, Service Quality Open Windows 
of Opportunity, Gary H. Raddon (October, 
p. 8). 


Taxation 


‘‘Marketplace Reacts To Tax Reform’’— 
Selling Becomes a Brand New Ball 
Game, James C. Engel (December, p. 12). 


‘*Marketplace Reacts To Tax Reform’’— 
A Bonanza for Trust Marketers, Robert 
T. Johnson (December, p. 18). 


T H 


Bracken, Thomas A., A Group Approach 
to Building Relationships (September, 
p. 22). 

Broderick, William F., What to Look for 
in Selecting Telemarketers (January, 
p. 24). 

Bryant, Linda W., ‘Sales Management 
Update’’—Three Steps Toward a Selling 
Ambience (November, p. 14). 


Butler, David W., The ‘Relationship’ Bank 
Statement: New Necessity for Strategic 
Marketing (J2nuary, p. 34). 

Caira, Robert B., Deeply Rooted Obstacles 
Must Be Overcome To Put New Selling 
Pricrity Into Effect (September, p. 40). 


Cairns, James, ‘ABA Perspective’’—Role 
of Marketing Can Be ‘Far Reaching’ 
(February, p. 6). 

Calby, Karen McKell, Lynn Oppenheim 
and Kathryn Jonas, Service Delivery: A 
Key Ingredient in Financial Marketing (Oc- 
tober, p. 50). 

Carcione, Sandra, Ex-IBM Marketing Ex- 
ec Gives Banks Sales Advice (June. p. 53), 
High Net Worth Strategy at Bankers Trust 
(August, p. 18), Onslaught or Ambush, 
Arizonans are Battle Ready (September, 
p. 68). 

Chapman, Daniel H., Private Banking 
Broadens Relationships with Affluent 
Customers (November, p. 26). 


O 


C T S 
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